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AHomauyis. Cextop B2B 3anmae 3Ha4yHy 4acTKy CBITOBOIO PUHKY i AMHAMIYHO po3BMBa-
eTbcs. lNMpoTte getani B2B cekTop Ta MOro OCHOBHI iHCTPYMEHTU KOMYHiKauiln e Hego-
CTaTHbO BMBYEHI. Y Uil CTaTTi PO3rfsHYTO OCHOBHI IHCTPYMEHTN Ta MeToan LmMdpoBoro
MapkeTuHry ansa B2B nignpnemcTs, siki MOXXHa BUKOPUCTOBYBaTU ANs1 ehEKTUBHOI reHe-
pauii nigepis Ta MakcumManbHOro 3any4eHHsi NOoTeHUinHMX KnieHTiB. [poaHanizoBaHo
ocobnusocTi B2B mapkeTuHry Ta noro BigmiHHOCTI Big B2C mapkeTuHry. NokasaHo, wo
cektop B2B oxonntoe kKomepuinHy B3aemogito topugndHmx ocib. MapketuHr B2B npwuH-
LMMNOBO BiApi3HAETLCA Big MapkeTuHry B2C cknagHicTio nigxogy, AOBXWUHOK KOHTaKTHO-
ro NaHuIoKKa Ta KinbkicTio niogen, ki B3aeMOAitoTb A0 NPUAHATTA PilLeHHsI Npo NOKyr-
Ky. HanBaxnusilwmmm Uinamum MapkeTuHroBoi ctpaTterii B2B € 3anydeHHs NOTEeHUiNHMX
KnienHTiB i 30inblWeHHA npogaxis. BUCBITNEHO OCHOBHI iHCTPYMEHTU nigoreHepalii B B2B
CeKTopi, ix nepesaru Ta Hegoniku. NokasaHo, WO OCHOBHMM iHCTPYMEHTOM nigoreHepa-
uii B B2B cekTopi € odiliiHnin 6araTodyHKLiOHaNbHUA caiT KOMMaHii, Wo € KOoro Bi3WT-
HOIO KapTKOK Ta oilinHMM BipTyanbHUM npeactaBHMKOM. Lle ueHTpanbHa naHka iHTe-
pHET-MapKeTUHry Ans nianpuemcTs cektopy B2B. [losegeHo, WO OHMNanH-peknama €
KMOYOBUM iHCTPYMEHTOM NiABULLEHHST NPUBAOMMBOCTI CalTy, @ KOHTEHT-MAaPKETUHI —
iHCTPYyMEHTOM 36iNnblUeHHS BiABiAYyBaHOCTI canTy. 3anponoHOBaHO anroputMm copmy-
BaHHS KOMYHiKaUiiHOi cTpaTterii na edekTuBHOI nigoreHepadii y B2B cektopi. Apryme-
HTOBaHO, LLO NpoLec po3pobKu Uiel cTpaTerii gyXe BaXKIMBUNA, OCKifTbKM CbOrogHI pUHOK
NepenoBHEHNA KOHKYPEHTOCMPOMOXHMMM NPOMo3uLisiMK, a CnoXueadi cTatTb GinbL
BMMOIIMBUMM A0 MOKYMOK, 0cobnuBo B cektopi B2B, B Akomy iHTepec 4o npoaykTy / no-
cnyrm — 3Havywmin doaktop. [loBedeHo, Wo cTpaTerii 3any4eHHs NOTEHUINHNX KNiEHTIB
y cekTopi B2B € yHikanbHUMKU AN KOXKHOT KOMMaHii-knieHTa, i 6arato kputepiiB MOXyTb
BMMMBATK Ha NPOCYyBaHHA Ta BUBIp LMpPOBUX KaHaniB.

Knroyoei cnoea: B2B, digital-mapkeTuHr, nia, nigoreHepauisi iHTepHeT-KOMyHiKaLlii.

Annotation. The B2B sector occupies a significant share of the world market and is
developing dynamically. However, the details of B2B communications and their main
tools are not yet sufficiently studied. This article will consider the main tools and
methods of digital marketing for B2B enterprises that can be used for effective lead

© IIpomenko A.K., 2022 83



generation and maximum attraction of potential customers. The article examines the
peculiarities of B2B marketing and its differences from B2C marketing. The B2B sector
covers the commercial interaction of legal entities. B2B marketing fundamentally differs
from B2C marketing in the complexity of the approach, the length of the contact chain
and the number of people who interact before making a purchase decision. The most
important goals of a B2B marketing strategy are lead generation and increased sales.
The article highlights the main tools of lead generation in the B2B sector, their
advantages and disadvantages. The main tool for lead generation in the B2B sector is
the company’s official multifunctional website. The company’s website is a business
card and an official virtual representative. It is the central link of Internet marketing for
enterprises of the B2B sector. In turn, online advertising is a key tool for increasing the
attractiveness of a website, and content marketing is a tool for increasing site traffic. The
article proposes an algorithm for forming a communication strategy for effective lead
generation in the B2B sector. The process of developing this strategy is very important,
because today the market is flooded with competitive offers, and consumers are
becoming more demanding about purchases, especially in the B2B sector, where
interest in the product/service is an important factor. In addition, lead generation
strategies in the B2B sector are unique for each client company, and many criteria can
influence the promotion and choice of digital channels.

Keywords: B2B, digital marketing, lead, lead generation of Internet communication.
JEL Classification M31

IMocTanoBka npodjaemu. CborofHi piBeHb KOHKYpPEHIIi Ha PUHKY CTa€ BCE BU-
MM, 10 MPU3BOJUTH 10 MpOoOJIeMU MPOCYBaHHS ToBapiB B cekropi B2B. Ypaxosy-
I0YM MAacOBE 3POCTaHHS Ta PO3BUTOK Mepexi [HTepHeT Ta 1 MOXIIMBOCTEH, SKi BOHA
nporoHye, mianprueMcTBam B2B cexTopy 0co0IMBO Ba)KIMBO BUKOPUCTOBYBATH ITH-
cppOBi pecypcw, iatGopMu Ta IHCTPYMEHTH ISl opraHizamii eeKTHBHOI JIioreHe-
paiii Ta ofanemoro npocysants. Digital-mMapkeTHHr He nnIIe 3a6e3medye eKOHOMI-
YHY e(beKTI/IBHwTL mijoreHepanii Ta peKIaMHMX KamnaHiii mignpuemcts B2B
CEKTOpY, ajie i 103BoJIsie BUOYIOBYBATH BIAHOCUHHM 3 KIII€EHTaMH, (POpPMYIOUU IEBHUI
iMipk. CaMe TOMY akTyaJbHUM IMUTAaHHSIM ChOTOJHI € JOCTIIKEHHS 0COOIMBOCTEH
digital-mapkeTrHry i eheKTUBHOI JIijoreHepaitii y cekropi B2B.

Bunisiennst HeBupimenux panime npodsiem. Cextop B2B 3aiimae 3nauny yacr-
Ky CBITOBOTO PHHKY Ta IWHAMI4HO po3BUBaeThcs. OmHak gerani B2B-komyHikariit
Ta X OCHOBHI IHCTPYMEHTH IlI€ HEOCTaTHbO BUBYEHI. Y Iiif cTaTTi OyAyTh pO3IJis-
HYTI OCHOBHI 1HCTpyMeHTHU Ta Metoau digital-mapkeTunry /g ninnpueMmcts B2B ce-
KTOPY, 10 MOXKYTh OyTH BUKOPHUCTaHi JyIsl €()eKTHUBHOI JIiIoreHepallii Ta MaKCUMallb-
HOTO 3aJTy4eHHS TIOTSHITIMHUX KITIEHTIB.

Bukaax ocnoBHoro marepiaay. Cekrop B2B (Business-to-Business) oxorutroe
KOMEpIiiHy B3a€eMOZiI0 I0pHINYHUX 0oci0. OTXKe, Ile Ta YaCTHHA PUHKY, B AKiH miam-
pHEMCTBA Ta OpraHizailii BUCTYTIAIOT SIK NpOJaBIi Ta MOKYMIN. Y IIbOMY KOHTEKCTI
CIO’KMBAHHS Ma€ MPOMDKHUI XapakTep 1 MOKe BUKOPHCTOBYBATUCS O€3MOCEPEIHBO
B Ipolieci BUPOOHUITBA, B OpraHi3amii rocrnoJapchbkoi AisiIbHOCTI a00 MpU HACTYI-
HUX Tepenpoaaxax. B2B-MapkeTHHT B OCHOBHOMY 30CEpEKYETHCS HAa IPOMIKHOMY
cniokuBanHi. OCHOBHUMH IIJTbOBUMH CETMEHTAMHU MapKETHHIOBOI JUSTBHOCTI T T-
premctB B2B cexropy € iHII KoMNaHii Ta MANPHEMCTBA, Ki IPOYECiHHO 0OHparoTh
MPOIYKILIIO, SIKY KyIyloTh. OCHOBHUMH XapaKTePUCTHKAMH MapKETHHI'Y JUIS T ATpH-
emcTB B2B cekTopy € Taki: opieHTallisl Ha MOTPeOr KOHKPETHUX KIII€HTIB; IEPCOHAI-
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30BaHa KOMYHIKAIlisl; HaJIaHHS BUCOKOSIKICHUX TOBapiB 1 MOCIYT, HAJaHHS TapaHTIH.
[TignpuemcTBam B2B cexTopy BapTo mpHIIsITH OUTBINE yBard moOym0Bi MapTHEPCh-
KHUX BIJTHOCHH 1 pO3BUTKY CITIBTIpAIli 3 KJIIEHTAMH.

HeoOxigHicTh 3aCTOCYBaHHS MapKETHHTY minnpuemMcTBamu B2B cekropy 3yMoB-
neHa notpedoro 3a0e3neyeHHst epeKTUBHOTO PO3BUTKY B yMOBax rio0aiizallii, mpuc-
KOpPEHHsI HAyKOBO-TEXHIYHOTO MPOTPECy, MOCUICHHsI KOHKYPEHIIii, 3MiHA BUMOT 1 T10-
BEJIHKA OpraHi3amii-CriOKUBAYiB, 3HWKCHHS Pe3yJbTAaTHBHOCTI TPaJAMIIHHUX
MapKETHHTOBHX ITiIXO/IiB, 3pOCTaHHS OYiKyBaHb 3 OOKY CYCHUIBCTBA IIOJO BILTUBY
KOKHOTO Cy0’€KTa Ha 3araJlLHOCKOHOMIYHHN PO3BHUTOK Jaepxkas [1, c. 273].

B2B-MapkeTHHr TpUHIUIOBO BiApi3HAEThCS Bi B2C-MapKeTHHTYy CKIaJHICTIO
MiAXO0/AY, JOBXKHHOIO KOHTAKTHOT'O JAHIIOKKA Ta KUTBKICTIO JIIOJICH, sIKI B3aEMOAIIOTh
Tepes THM, K TIPUAHATA PIlCHHS NPO TMOKyNKy. HallBayIMBIlIMMK LIISMA MapKe-
TUHTOBOI cTpaterii B2B € mnoreHepaum 1 30impIIeHHs pofaxis. Tomi sK y C(bepl
«BEJICHHs Oi3HECY [T KITI€HTIB» TONOBHUM TPIOPUTETOM € 301MBIICHHS MPOJAKIB, 32
SKUM TIOTIM BXe Hie nmoreHepaum I'moGanpri 1T mianpuemcts B2B CEKTOpY B
Mepexi IHTepHeT 30cepe/uKeHi MepeBakHO Ha TaKuX c(epax, sIK reHepallis JiiB, iH-
¢dopmaltisi, TO3UIIIOHYBaHHS Ta 3MIIHEHHS AO0BipH. JI[pyruM piBHEM TapreTUHrY CTa-
I0Th MPOJIAXKI.

CporoiHi OCHOBHUMH 1HCTPYMEHTAMHU MPOCYBAaHHS MPOAYKIIii mianmpuemcts B2B-
CEeKTOpYy B YKpaiHi JHMIIAIOTHCS CIeIliali3oBaHi BUCTaBKH, pekiiama y 3MI, momToBi
PO3CHWIIKH, XOJIO/IHI JI3BIHKH, MEPCOHANBHI 3yCTpidi TOIIO. [HTepHET-MapKETHHT, 110
aKTUBHO 3acTOCOBYEThCs B B2C cekropi, Juile NMoYnHA€E HaOyBaTH TOIIMPECHHS Y
B2B cextopi [2, c. 44]. Y Oaratbox KOMIaHIsX, IO cHemiani3yloTbea Ha B2B punky,
IHTepHET-NIPOCYBAHHS 3aCHOBAHE HAa BOPOHKAX MPOAAXKIB 1 XOJOJHHUX J3BIHKAX.

Digital-mapkerunr y B2B cekropi 6inbm crienndigamii. 3 KOXHUM POKOM 30171b-
IIYETHCS KUTBKICTh KOMITAHIH, SIKi MPOTOHYIOTH TOBAPH Ta TOCIYTH 1HITUM MiANPH-
€MCTBaM 32 JIOTIOMOTOI0 IHTePHET-TEXHOJIOTIH. SIK HACITIIOK, KOHKYPEHIIis B Iii cde-
pl cTae rOCTPILIOO.

JIJ1st TOAaBIIOro JOCHIKeHHS JlijoreHepaiii ais nianpuemcts B2B cexropy Ha-
BE/IEMO €JICMEHTH BOPOHKH MPOJIaXKIB:

1) KiTBKICTP BiJBiyBaUiB IITbOBUX CTOPIHOK;

2) KUTBKICTh MMOTEHIIIHHUX KIII€EHTIB KOMIIaHI1-3asBHUKA;

3) KiJBKICTh KIJTIE€HTIB, SIKi BUCIIOBIIIOIOTH CBOIO 3aIliKaBJICHICTh y MPUI0aHHI TIOC-
Jyr / TOBapiB / poOOUUX MICIIb;

4) KUIBKICTb KJIIE€HTIB, SIKI OOTOBOPIOIOTH BAPTICTh TOBapy / MOCIyru / poOOTH Ta
YMOBH TOKYTIKH;

5) KUTBKICTh KITI€HTIB, K1 OIUTAYYIOTh TOBAp/TIOCIYTY/POOOTY.

Sk 6aunMo 3 BOPOHKHM TPOJIaXKiB, MAPKETUHTOBUI BIUIUB TiAnpueMcTB B2B cek-
TOpPY MOYMHAETHCS B TOH MOMEHT, KOJIM TIOTEHIIIHIUIA KITI€HT BiABIAYE MIJTLOBY CTO-
PIHKY.

OCHOBHUM 1HCTpYMEHTOM s JiforeHepauii B B2B cekropi € odiuiitnuii Oara-
TO(QYHKIIOHANBHUNA CalT miAnmpueMmcTBa. s oro mpocyBaHHs Ta 3aJly4eHHs JiAiB
BUKOPHUCTOBYIOTBCSI TaKi IHCTPYMEHTH, SIK KOHTEKCTHA peKJiama, TOIIYKOBE MpOCY-
BaHHS, IPUXOBAHHUH Ta €JIEKTPOHHUN MapKETHHT, a OCOOJIUBY POJIb BiIBEJICHO PO3PO-
011l BHYTpPIITHROCAWTOBUX IHCTPYMEHTIB. J[1s1 TeHeparnii MOTCHIIMHUX KITIEHTIB Ta-
KOX BHKOPUCTOBYETHCS SEQO-omTumizaiisi, M0 BaKIUBA IS TOKPAIICHHS MO3UILT
BeOCalTy y MOITYKOBUX CUCTEMaX — YHUM BUILUI PEHTUHT BEOCANUTY y MOIITYKOBUX
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CHUCTEeMax, TUM BHUIIA yBara, i, OTe, — OUTbIIIE BiABIyBadiB HA CTOPIHII PO3MIIIICH-
Hs Ta OUTBINA KIJTBKICTh 3TY9CHUX JTiIB.

Caiit xommnaHii — Bi3UTIiBKa Ta OQIIIHHWA BipTyadbHUN TperacTaBHUKOM. Lle
[CHTpaJIbHA JIaHKa 1HTEPHET-MapKeTHHTY Ui minnpuemcts B2B cekropy. ¥V cBoro
Yyepry KJIIOUYOBUM 1HCTPYMEHTOM IIiJIBULIICHHS NMPUBAOIMBOCTI BeO-cailTy € oHJalH-
pekigama, a 1HCTPYMEHTOM 30UIbLICHHS BIABIAYBAHOCTI CalTy — KOHTEHT-
MapKETHHT.

KonTeHT-MapkeTHHr — 11¢ Habip KOPHCHOT Ta IiKaBOi CTOXMBavyaM iH(opmarrii.
Came BiH MOKe 3a0€3IMEYUTH JIIMPYIOYi TIO3|IIi KOMITaHii, 1o mpaioe B B2B cek-
Topi. BUKOpUCTOBYIOUHM 11€# 1HCTPYMEHT, OpraHizaiii MOXyTh 1H()OPMYBaTH MOTEH-
IAHUX 1 peajlbHUX CIOKMUBAYIB PO HOBUHM, HOBI MPOJIYKTH Ta iX AKICHI XapaKTepu-
CTHKH, a TAaKOX IPO HOBI PIIIIEHHS Ta TEXHOJIOTI].

He Bci mignpuemMcTBa, SIKi BUKOPUCTOBYIOTH IIeH 1HCTPYMEHT, JOCATAIOTh ITOCTAB-
neHux 1itei. [TpuanHa — BiICYTHICTB YITKOI cTpaTerii OHOBJICHHS IHCTPYMEHTIB a00
HEesKiCHa po0OTa ayTCOPCHHIOBOiI KOMIIAHII 3 BHKOHAHHS i€l (yHKIii. 3ampoBa-
JDKEHHSI KOHTEHT-MapKETHHTY Ta MOro BJOCKOHaleHHs: B B2B cektopi He e mija-
BUIIUTH NPOAaXi, a ¥ 30UIbIINUTh Tpadik, eeKTUBHICTh JiJOreHepallii Ta mi3HaBa-
HICTb OpeHTy.

[Tepmr Hi>k KOMITaHISA-KITIEHT YXBaJIUTh OCTATOYHE PIIIEHHS PO YTOH, BOHA YaCTO
Nepersiiae Kijlbka BapiaHTiB KOHTeHTY. Tomy mimmpueMctBa B2B cekropy Takox
BUKOPHCTOBYIOTh 1HCTPYMEHTH ITU(PPOBOTO MapKeTHHTY, Taki sk SMM (Social media
marketing), nepeBaxkno comianbai Mepexi LinkedIn ta Facebook LeadAds, Ha sikux
myOJiKyeThes 1HPOpMAITis PO KOHTEHT MPOJIABINB. Y COIliaNbHIN Mepeki MOKHA Ha-
JIAroJIKyBaTH J1iNOB1 3B’SI3KM, 0OMiHIOBAaTHCS 1H(OPMAIIIE€IO, 110 BAXKIIUBIIIE BUMA/I-
KOBUX BHCOKHX MpHOYTKiB. Y B2B cekTopi HEMOXINBE OTPUMAHHS BHCOKOTO TIPH-
OyTKy 0€3 TICHHX JUIOBUX BITHOCHH i 3B’s13KiB. CIIIJIKYFOUHCH 3 IHIIAMHU KOMTIaHIsIMHU
B COIIIAJTbHUX Mepekax, BU manpueMcTBy B2B cexropy ciin aHamizyBaTH iXHi TOT-
pedu, 1 Toxi e Oyae HalOIMKIE IO MEPCOHATI30BAHOT MPOTIO3HUILLII.

[HImIMMU 1HCTpYyMEHTaMH IPUBEPHEHHS YBaru Ta MiJBUIICHHS e()EeKTUBHOCTI Ji/10-
reHepaiii ans nignpueMcTB B B2B cekTopi € BUKOPUCTAaHHS TapreToBaHOI peKIaMHu,
HECTaHJIAPTHUX 1HTEPAKTUBHUX (OPMATIB 1 event-MapKeTHHTY.

OmHMM 13 MIUPOKO BUKOPHCTOBYBAHWX METOJIB JIIOTEHEPAIii IS MiIIPUEMCTB
B2B cekropy € email-mapketunr. Lleit MeTo 3aTy4eHHS MOTCHIIIHHUX KITIEHTIB Ta-
KO’X BUKOPHCTOBYEThCS B cTparerisx B2C, ane OubI momynsipHUid Ha TPOMHCIOBUX
PHMHKaX, Ha SIKUX KOPIIOPATHBHI CIIBPOOITHUKY BUKOPUCTOBYIOTH €IIEKTPOHHY TOIITY
YacTillle, a eJICKTPOHHI JIMCTH, IBU/IIE 32 BCe, OyAyTh MpounTaHi. [HCTpymMeHT mpoc-
THH, OCKUTHKH TIOBIJIOMJICHHS HAJICHIIAIOTBCS Oe3mocepenHbo KiieHty. IlepeBaroro
IILOTO IHCTPYMEHTY JIiToTeHeparlii s mianpueMcts B2B cekTopy € Hu3bKa BapTiCTh,
a TaKOK MOYKJTMBICTP OIIHKH €(pEKTUBHOCTI (CTBOPEHHS KOHBEPCIT).

OnHak HenmpaBWIIbHA CTPATETisi MAPKETHHTY €JIEKTPOHHOIO IMOMITO MOXE MpPHU3-
BECTH JI0 HAJICUJIAHHS TMOBIIOMJICHB, Ki He OyAyTh IIIHHUMU JJIsl KJII€HTIB (HampH-
KJIaJ1, Yepe3 4acTi po3CHIKU abo BUIbHI Mpono3uii). Kpim Toro, e iHCTpyMeHT A0-
CTYITHUH JIUIIe 32 HasBHUX 0a3 kimieHTiB. 11[00 3amydnTn HOBUX KITi€HTIB, HEOOXiTHO
BUKOPHCTOBYBATH JOJJATKOBI IHCTPYMEHTH.

[TpomMucoBi cioxkuBadi OUTBIIE, Hi’K OyIb-XTO IHITHI TOTPEOYIOTH IMEPCOHAI30-
BaHUX MPOMO3ULINA. ¥ cydyacHil iH(pOopMaLiifHIi peaTbHOCTI KUIBKICTh TOBTOPIOBAHO-
IO CIaM-KOHTEHTY HEYXWJIBHO 3pOCTa€. Y 3B’S3Ky 3 0OMEKEHOK KIUIBKICTIO CIIOXKH-
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Ba4iB HA PUHKY IIPOMHUCIIOBO-TEXHIYHOT POAYKITii Ta iXHHOIO CTIeU(}iKO0 MisThHOC-
Ti BUKOPUCTAHHS IIa0JIOHHUX EJIEKTPOHHUX PO3CHIOK y IIbOMY KOHTEKCTI HEPHITYC-
tumo. CaMe TOMY M€ OJHUM IHCTPYMEHTOM JIiIoTeHeparii it mignpueMcTs B2B
CEKTOPY € TIEpPCOHAI3aIlisl KOHTCHTY.

JlaHuit iHCTPYMEHT BHKOPHCTOBYIOTh KOMIIAHil, SIKi BUHIIUTH Ha OHJIAHH-(OpMaT.
[Ipote ii BopoBakeHHs MOTPeOye 3HAYHUX (HIHAHCOBUX BKJIAJICHb y MPOMYKT ILJIaT-
dopmu B2B. He 3Bakaroun Ha BUCOKY BapTiCTB caMme TepcoHai3arisi KOHTEHTY J10-
3BOJISIE aHANI3YBaTH HOBemHKy KOPHCTYBayiB caiTy, 30uparu CTaTHCTHKY 3aMOB-
JeHb, KIacU(iKyBaTH KII€HTIB, CTBOPIOBATH CHCTEMH 3HIW)KOK 1 TIPOCYBaTH
BiI[l'IOBlILHl TOBApH.

OnmnHak 1715 epcoHai3allii Mpomo3uIlii HeOOX1THO MaTH KOHTAKTHI BiJIOMOCTI TIPO
3alliKaBJICHOTO TMOKYMIs. Y JaHOMY BUMAIKY Ul mignpuemcts B2B cextopy s
300py AaHUX BapTO BUKOPUCTOBYBATH NMPHXOBAHWN KOHTEHT. [IpHXOBYIOYM KOHTEHT
B OOMiH Ha BIZIOMOCTI, KOMMaHii O€3KOIMTOBHO HAAAIOTH iH(OpMaIliro ad0 MOCTYTH,
SIK1 MOXYTh 3alliKaBUTH MTOTEHITIHHOTO KITieHTa [3, C. 6].

Takuit miaxia Takoxx npakTukyeThest B B2C, ane He BapTo 3a0yBatu, 110 TeHEPY-
BaTH MOTEHIIWHUX KJIieHTiB y B2B cknagninre. Y nmpoMy cekTopi HE0OXiAHO CTBOPIO-
BaTH CTICIIIBHUA MPUXOBAHUN KOHTEHT, IKUM Oy/ie 1iKaBUil BCIM MOTSHITIHHUM KJTi-
eHTaM. SIk TIOKa3ye aHaji3 BUKOPHCTAHHS IHOTO IM(PPOBOTO IHCTPYMEHTY, HaTaHHSI
HEBEJIMKOI YaCTHHH BMICTY iH(pOpMAaIiifHOI KaMIaHii TaKoK MO)Ke 3a0€3MeUnuTH J10-
JTATKOBY BUTOJY.

OpHuM 13 HE3BUYAMHUX TPEHIIB AJIs MiAnpueMcTB B2B cekTopy € BiI€OKOHTEHT.
Opranizanii MOXXyTh BUKOPHCTOBYBATH HOr0 Ha CBOiX BeO-caiiTax ab0o B COLaJIbHUX
Mepexax, mood MPoJAEMOHCTPYBATH HOBI MPOIYKTH YH IXHI EpeBaru JUisi OTPUMaHHS
pobounx Micte. [IpoTe ockibkM KOpIOpaTHBHI criokuBadi y B2B cexropi BHUCOKO
[IHYIOTh CBIf 9ac, BAKIIMBO 30CEPEANTHCS HE JIUIIIE Ha SKOCTI iH(opMmarlii, mo Hama-
€THCS Y BiJICO, a i HA OTO TPUBAJIOCTI.

V digital-mapketunry B cextopi B2B ocobnuBy ponb Bigirpae GpopMmyBaHHsS 10Bi-
pu 10 Gpenny, (opMyBaHHS Ta PO3HOAUICHHSA MOPTHONIO BUKOHAHOI poboTH. s
dbopmyBaHHs JOBIpH 10 OpEeHIy 4acTO BHKOPHCTOBYIOTBCS BIATYKH TOKYIILIB, Ha
caifri p03M1HIy€TI>C}I JIOTOTHIY MOCTIHHUX 3aMOBHHMKIB 1 cepTU(IKaTH, IO MiATBEp-
JDKYIOTB SIKICTh TOBapiB / TIOCITYT.

OcnoBauMH XapakTepuctikamu digital-mapkernnry B cexropi B2B € Brcoka Bap-
TICTh KOHTAKTy, MiJBHMIICHA yBara 10 SKOCTi POOOTH 3 ayJWTOPIEIO Ta 3POCTAHHS
KOHBEPCii, CKJIJHICTb 1 MPOOJIEMU TOCSITHEHHS BipyCHUX €()eKTiB TOILIO.

Hespakaroun Ha npoctoTy ynpasiinss digital-mapkerunrom, nianpuemctsa B2B-
CEKTOpY poOJIATH 0araTo MOMUIIOK, SIKi CIIPUYUHSIOTH TTPoOieMu. OCHOBHUMU 3 HUX €
TaKi.

1. Henpasunvua nocmanoska yineu. YCIiX Omepariiii i3 CIIOXKUBYUMHU TOBapaMu
NOJISITa€ B 3HW)KEHHI OTepaliiHuX BUTpaT. [HTepHEeT-Mara3uHu OTPUMYIOTh J0JaTKO-
Bl BUTOJIM, EKOHOMJISTYM Ha OpPEH/I TOProBOro 3ajy Ta OIuiaTi mpaui npoxaasiis. [o-
MUJIKOBO CTaBUTH TakKi LIl MPH Jiorenepatii as nignpueMcts B2B cextopy. Ponb
npoAaBIld y poOoTi 3 Oi3HEC-KIII€EHTaMH BUXOJIUTH 32 PaMKH IPOCTO BUCTABJICHHS pa-
xyHKiB. [1i1 yac mpomaxxy CKJIaJHUX TOBAPIB 1 MOCIYT HEOOXITHO MPOJEMOHCTPYBATH
KOMIIETEHTHICTh y TipodeciitHiii cdepi. KiieHT moBuHeH OyTH BIIEBHEHWH, 11O TIPO-
JIYKT TOYHO BUpIIIye ioro npodeciitHe 3apnanHs. OTe, METOI0 CaAlTy MiANPUEMCTB
B2B cektopy Moxke OyTW BCTaHOBJEHHS TICHOTO 3B’SI3Ky (IICJIS 3aBaHTAXKEHHS
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Mpaiic-IMCcTa Y JeMOHCTpAIlii) 1 OTpUMaHHS MOKIIMBOCTI 0€3M0CEPETHBOTO CITIIIKY-
BaHHS.

2. Ceemenmysanus ownaaun-xopucmysayie ogaaiin. OdraliH-CeTMEHTAIlST MOXe
IPYHTYBAaTHUCS Ha CIIOKMBAaHHI TOBapiB, raiy3i, 4YacTOTi A3BIHKIB TOIIO. BincTexxutn
couianbHO-IeMorpadiuHi XapaKTepUCTUKN OHJIAHH HE 3aBXKIU MOXIJIHBO. ToMmy OH-
JafH-KOPUCTYBAUiB Kpallle CETMEHTYBATH 32 JIOJaTKOBHUMHU KPUTEPISIMHU Ha MEPETUHI
OHJIAWH- 1 OQuIaiiH-yHKIIIH.

3. Bumiprosanns pesyrbmamis 3a 0onomozoio inouxkamopis punxy B2C. Henocrta-
THBO BUMIpTH Tpadik ad0 KUIBKICTh TIEpeXoiB y nogaTok. Y B2B cekropi mpomaxi
€ JIOBr'OCTPOKOBHMH 1 6araToeTallHUMH, @ I1¢ 03HAYAE, 1[0 Pe3yIbTATH OBHHHI BHMi-
proBaTHCs BiAMOBiAHO. BapTo BpaxoByBaTH i 0COGIMBOCTI MOKYNKH, Oy/yBaTH IiIH-
Ookmii aHalis, I0Bry BOPOHKY 1 BificTexyBaty pesyibrati. Hanmpukman, y B2C cek-
TOpi OMHMM i3 ToKa3HWKIB edexTuBHOCTI € ROI (BimHOMEHHS NPUOYTKY 1O
iHBGCTI/II.Iif/i) a s B2B cektopy 11e# moka3HuK He € iHIUKaTHBHUM — Ba)KKO Bpaxy-
BaTH yCi BUTPATH Ha OPOKEPCHKY yrojy 3a miBpoKy. Ille GLIbII iIHHKM U PO3yMiH-
Hsl SQEKTHBHOCTI € KOS(illieHT KOHBEPCii BiJf BAKIMKY 10 TPaH3aKILii.

Mapxketusr nignpuemMcts B2B cekTopy MOBHHEH MaTH CTpaTeTiuHE HATIOBHEHHS Y
¢dbopMyBaHHI Ta MIATPUMLI OPIEHTOBAHOCTI MIANPUEMCTB Ha MOKpPAILLIEHHS CBOIX KOH-
KYpPEeHTHUX TIepeBar, Ha pO3yMiHHS MOTHBIB 1 TOTpeO CBOIX KIIIE€HTIB 3 00OB’I3KOBUM
BiJICTE)KEHHSIM 3BOPOTHOTO 3B’SI3Ky 3 puHKOM [4, c. 493].

Po3poOka koMyHiKaIiifHOT CTpaTeTii € BayKJIMBOIO YaCTHHOIO JIiTOTeHepallii, 0co0-
JMBO LIHOTO TOTPeOYIOTH mianpueMcTBa B2B cekropy, uis SIKUX palliOHANBHICTH €
npioputeroM. Komnanii B2B cekropy moBHHHI MaTH MOXIIUBICTh 3QJIMIIATUCS THYY-
KUMH Ta BUKOPUCTOBYBATH Pi3HI KaHAIHW JUIsl TiABUIICHHS €(QEKTUBHOCTI JIiIOTCHE-
partii. Bouu Takok TOBHHHI BPaXOBYBATH chepy MisITEHOCTI KOMITaHii-KIII€HTA, OCKi-
JMBKM  PO3BUTOK TMO3MIIOHYBAHHS, YHIKATbHUX IIHHICHMX NPOMO3WIIH 1 KaHAIiB
3B’A3KY CHJIBHO 3QJIEXKHTh BiJ ramysi.

JInst i ABUICHHS e(beKTI/IBHOCTl mizjorenepaiii y cekropi B2B sanpomonyemo ain-
roput™M (pOpMyBaHHS KOMYHIKAIiifHOT cTpaTerii.

[To-nepie, nepea TuM, K MOYATH PO3POOIIATH KOMYHIKALIWHY CTPATETiio MiABH-
MIeHHs e()EeKTUBHOCTI JIiJoreHepallii, MAMPHEMCTBO TIOBUHHO BCTAHOBUTH I 1 TIO-
Ka3HUKH, SIKUX BOHO IparHe focsArtu. Lleit etanm xapakTepu3yeThesi CKIAQIAHHAM T10-
Ka3HHKIB, 32 JIOIOMOTOIO SIKHX BiJICTEKyBaTUMYThCS 3aIIaHOBaHI Oi3HEC-ITiTi.

3a miaxogom SMART (specific, measurable, attainable, relevant, time bound), 1imi
BapTO BCTAHOBJIIOBATH 33 TAKMMHU PUHIIATIAMH:

1) KOHKPETHICTB: YOTO MiAMPUEMCTBO XOUE JIOCATTH;

2) BUMIPHICTB: CIIOCIO BiJICTE)KEHHS YCITIXY;

3) DOCSKHICTB: YU peasbHO peani3yBaTh PillleHHS;

4) peneBaHTHICTh: BapTO MEPEBIPUTH PEIICBAHTHICTh METH;

5) oOMexeHHs yacy: BapTO BCTAHOBUTH KiHIEBUH TEPMiH.

HactymHuit KpoK — JOCIIIPKEHHSI PUHKY, aHaJli3 BHYTPIIIHBOTO Ta 30BHIIIHBOTO
CEpE/IOBHIIL, 1110 MOXKe OyTH BUKOHaHO 3a Metoaamu: SWOT-ananiz, PEST-ananis,
aHaJi3 TPEeHIIB, MOJENIb KOHKYypeHIii «5 cum» [lopTepa, Gi3Hec-koH}ITypallis 3a MO-
nemto JI. AGens Ta iHIII METOIH i MOJCITI.

Hactymauit eranm — aHaji3 IUIbOBOT aynuTopii, SIKICHAH Ta KUTbKICHHW aHai3.
[TignpueMcTBY BapTO CETMEHTYBATH CBOIO LIJIbOBY ayIUTOPIO Ta CKIACTU KIFOUOBI
MOBIJTOMJICHHS JIJIs1 KOXKHOTO CErMEHTa, 00 33 JOBOJILHUTH iX.
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{06 mpoAoBKUTH PO3pOOKY KOMYHIKAIIMHOT cTpaTerii miABUIIEHHS ¢EeKTUBHO-
CTi JIijoTeHepartii, BApTo pO3MIIIHYTH KapTy muisixy B2B-kmienrta. Kapra numsxy xii-
€HTAa — TI€ MOXKJIIMBICTB 3PO3YMITH Pi3HI TOYKH JOTHKY, 3aJisTHI B CTpaTerii BIpoBa-
JokeHHA mnponykty B B2B cektopi. Kapra mnokynmiB Jgomomoxke BH3HAUUTH
MO>KJIMBOCTI IPUBEPHYTHU yBary MOTEHLIMHUX JIi/IiB.

[Tix gac cknamganss kapTu B2B-kiienTa HeoOXiqHO BpaxyBaTH TaKi MATAHHS:

1) yyaCHMKHU KOKHOTO €TaIry;

2) BIUTMB KOKHOTO €TaIly Ha CIIOYKUBAYiB;

3) "acTi 3anuTaHHS;

4) inei BMICTY, SIKi BiJIMOBIAI0Th HA 3aMUTAHHS CTIOKHUBAYiB;

5) TUI BMICTY JUIsl KOSKHOTO KPOKY.

BaxxnuBuM KpOKOM Yy CTBOPEHHI KOMYHIKAIIHHOI cTparterii MiABUILEHHS €peKTH-
BHOCTI JIiIOTeHepaIlii € MpaBUIbHI IHCTPYMEHTH TPOCYBaHHS, O OYJIA PO3TIISIHYTI y
JaHii CTaTTi.

HactynmHuM KpOKOM € BH3HAU€HHSI TaKTHYHHX [if, y SKUX JOHNOMOXYThH JTOCTi-
JUKEHHS CIIOKMBauiB, KapTorpadyBaHHS LUIAXY KII€HTA, SKICHUW 1 KUIbKICHHIA aHa-
T3, @ TaKOX pO30MBKA KITIOUOBUX LILIEH.

Hani y noOy10oBH KOMYHIKAIiHOI cTpaTerii MiABUILEHHS €(pEeKTUBHOCTI JIijore-
Hepamii s manpueMcTBa B2B cekropa € BU3HAYeHHSI CHUIBHUX 1 CIIAOKUX CTOPIH
KOHKYPEHTHOTO aHai3y u(ppOBOTO KaHATY.

{06 mepeBipuTH €PEKTUBHICTH po3pobseHoi cTparerii mis mianmpuemctBa B2B
CEKTOpa, BaM CIiJ ii MPOTeCTyBaTH, HAJIAIITYBATH A1l HA OCHOBI Pe3yJIbTaTIB 1 HOBTO-
PUTH MPOILIEC, BIICTEKYIOUU BCl MPOLIECH Ha OCHOBI KJIIOYOBHX MOKA3HUKIB €()EKTUB-
HocTi (KPI): »

1) noxinm;

2) MapKeTHHTOBa peHTabempHICTh iHBecTUIliil (ROMI);

3) xoedirieHT KOHBEPCIi Bi/I MOTCHIIHHUX KIIIEHTIB JI0 TPOJIAXKIiB;

4) Baptictb notenuinoro kmenrta (CPL) Toro.

OcTaHHIM KpOKOM NOOYJTOBH KOMYHIKAIIHOI CcTpaTerii miABUILEHHS e€PEeKTUBHO-
CTi JioreHeparii g nianpueMctsa B2B cekropa € nepeBipka rimores i BiICTEXKEH-
HS TIOKa3HUKIB €()eKTHBHOCTI.

ITpormec po3poOKkM HaHOI CTpaTeTii qy’Ke BaKITMBUH, aJlKe CHOTOIHI PUHOK Tepe-
MOBHCHUH KOHKYPEHTOCIIPOMOXHUMH TPOTMO3UINISAMH, 1 CHOKMBA4l CTalOTh OUIBIIT
BUMOTJIMBUMH JI0 MOKYMOK, 0co0auBo B B2B cexTopi, B sIKOMY iHTEepec 10 NPOAYKTY
/ mocnyru € BaxxiuBUM (paxTopom. Kpim Toro, crpaterii aigorenepartii B B2B cextopi
€ YHIKaJIbHUMH JIJIS1 KOXKHOI KOMITaHIi-KJIi€HTa, 1 6araTo KpUTEpiiB MOXKYTh BILUTUBATH
Ha TIPOCYBaHHS Ta BUOIp MU(POBUX KaHATIB.

BucnoBku. OTXe, aHaI3 OCHOBHHUX 1HCTPYMEHTIB JiimoreHepartiii B B2B cekropi
MOKa3ye, IO OCHOBHI KOMITOHEHTH MapKETHHIOBOI CTpaTerii JijoreHepallii He Biapi-
3HSIOThCS B Jigorenepaiii y cepi B2C, mpote uepe3 cneuudiky B2B mpouec -
JIOTeHepallii crae OibI BiAMOBIJaNBHUM 1 ckiagauM. Jyia renepartii nigis y B2B ce-
KTOp1 HEOOXITHO BIPOBAIKYBATH CydacHI HU(PPOBI TEXHOJOTIi. 3BUYaliHO, ITIEPCOHAT
BCE IIE BiJliTpa€e BYKIMBY POJIb, ke Oi3HEC — IIe TIepII 3a BCe BITHOCHHU MIX JIFO-
neMU. J{J1s TOro 00 CIPOCTHTH KOHTPOJIh 1 CHCTEMATH3yBaTH MapKETHHTOBI MPOIIe-
CH, MEHE/DKEPH TIOBUHHI BMITH BUKOPHCTOBYBAaTH MU(PpOBi TexHONOTil. OO’ € qHYyI09N
XapaKTepUCTHKH Ta TeHaeHuii B2B cexTopy, MokHa 3p0OUTH BUCHOBOK, IO IMiIPH-
€MCTBa MaIOTh 30CEPEIMTH yBary Ha MOJIEpHi3alii Ta onTuMi3auii caiTy, hopmyBaH-
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HIi TIEPCOHANI30BAHUX TIPOTIO3MINA Ta 3aIyCKy TEpCOHANI30BAHOTO KOHTEHT-
MapKeTHHTY. Y MaiOyTHbOMY BaKJIHMBICTH ()OPMYBAHHS i 3MiHH MapKETHHTOBHX iH-
CTPYMEHTIB JIJIsl pO3BUTKY TianpueMcTB B2B cekropy Oyne TinbKu 3pocTaTH.
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